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Personas

Understanding our buyers begins with stepping into their shoes, empathising
with their needs and expectations. For some, this comes naturally, while
others may struggle with abstraction.

Here, personas prove their worth, transforming data into tangible depictions
of real individuals we interact with. By humanising our audience, personas
breathe life into our work, guiding us to tailor messaging, strategies, and
solutions that resonate deeply. With empathy at the core, we cultivate
authentic buyer relationships, preempt concerns, and exceed expectations.

What are personas?

Personas are fictional but data-driven representations of our ideal buyers. By using
concrete examples, we have a shortcut to understanding who they are and insights into
their preferences, psychology needs, and behaviors.

As we develop personas, we imagine the clients that we interact with regularly and
consider both the commonalities and differences between them. We consider both the
surface characteristics that can help us identify them, but more than that, we consider
the deeper elements such as their motivations, assumptions to ensure our sales
process addresses these.

We can use personas in three ways

Use concrete
examples to
discuss our
sales process

Segment them Tailor our

in our CRM to communication
see trends to their needs

When you combine these three things, your personas bring clarity and tangibility to
buyer analysis, propelling us toward smarketing excellence in a completely buyer-
centric way.
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